
Listen Up! Listening as a Business Tool  
 
 
My grandfather used to tell me, particularly when I was stuck in a stubborn adolescent 
episode, that God gave us two ears and one mouth because we’re supposed to listen 
twice as much as we speak. Beyond a clever way to tell me to shut up and listen for a 
second, the expression was (and still is) a profound notion about how we should seek to 
communicate with one another. The benefits derived from this philosophy, particularly in 
the business arena, speak volumes on its wisdom.  
 
This month’s article focuses on listening because it is perhaps the most under discussed 
business skill. Tudog prides itself on its commitment to listening. We value listening both 
because we have witnessed too many incidences where a failure to listen has caused 
unnecessary loss of opportunity, as well as times when good listening made all the 
difference between mediocre and magnificent results. When practiced properly listening 
is a powerful tool that allows not only for enhanced communication, but better 
relationships, greater access to information, and a more constructive environment. 
 
Listening is a skill that requires commitment. While most of us believe we listen well, we 
don’t realize what it takes to genuinely hear what others are contending. Beyond simply 
deploying our sense of hearing, listening calls for concern and respect for the other 
party, as well as a genuine desire to benefit from the conversation.  
 
When people speak they have a purpose. That purpose may have value to you. It 
certainly does to them, or they wouldn’t be speaking. You owe it to yourself, if not to the 
other party, to extract the true meaning and intent from what they are saying. To do this, 
you must listen with purpose. This article discusses the challenges we face in becoming 
good listeners, the skills we require, and the value of listening. We hope you not only 
listen to what we have to say, but that you hear us as well.  
 
Why We Don’t Listen 
 
Often we don’t listen as well as we should. There are lots of reasons why this may be, 
but in each case our inability to listen harms our efforts to achieve what we want. 
Whether in personal relationships or business situations, you cannot hope to conclude 
an agreement if you unable to listen to – and therefore comprehend – what the other 
side is suggesting. 
 
Some reasons we don’t listen may include: 
 
 Ego – we are simply unable to recognize that someone else might have a point 

that legitimately contradicts our own. 
 Incessant Talking – sometimes we can’t keep quiet long enough to listen to 

someone else. We are so committed to talking that we don’t recognize the urgent 
importance in the reverse – listening. 

 Self-Importance – an offshoot of ego, we are sometimes overly aware of 
ourselves, and even though we may be open to the idea that someone else has 
a good (or even better) idea, we never get the chance to hear it because we too 
absorbed in our own thoughts and positions. 

 Absence of Focus – listening is a skill because it requires discipline. If we are 
insufficiently focused on the issue being discussed we will fail to hear the 



nuances and wisdom of what is being said. Listening requires focus. Focus is 
born of a genuine respect for listening. 

 Assumption of Content – once we know people we sometimes assume we 
already know what they want to say before they say it. While this may be true, 
there are a number of elements you need to consider; (1) if the person is 
repeating him or herself it is an indication that you did not listen the first time. 
Listening is demonstrated through response. If you did not act upon what was 
said, you did not truly listen, (2) if the person is sticking to a certain way of 
thinking perhaps their commitment to the thought train deserves more of your 
attention. People who repeat a certain view of logic deserve that their worldview 
be given due consideration, and (3) just because you already know what a 
person is going to say doesn’t mean you won’t benefit from hearing it.  

 
Why We Should Listen 
 
Insofar as we all like to think of ourselves as good listeners, we have some instinctive 
recognition that listening is, if not an important skill, certainly an appropriate one. Our 
respect for listening is inherent, although severely limited and somewhat skewed by how 
we define it. But there are real reasons why we should listen, and genuine benefits to be 
gained. Consider the following: 
 
 Listening show respect for others, thereby promoting goodwill, encouraging 

discussion, creating debate, and in general enabling excellence. 
 Listening increases your knowledge base because you are digesting all the data 

that comes your way. Moreover, when you earn the reputation of someone who 
knows how to listen people will be more inclined to speak to you, often telling you 
things you need or wish to know. 

 Listening creates loyalty among your employees and colleagues because you 
are demonstrating through your listening that you consider them important 
enough to devote your time to what they have to say. This consideration on your 
part is repaid through their loyalty to you. 

 Listening helps you build critically important relationships. Nobody likes to feel 
marginalized. When you listen you are displaying your esteem and high opinion 
of the individual speaking to you. This contributes to establishing relationships as 
people are most likely to return to someone who showed them such respect. 

 Listening helps ignite creativity. When you truly listen to someone you are 
validating them as an individual, even if, in the end you reject their idea. This 
validation will permit them to feel the level of comfort necessary to come to you 
when they have another idea.  

 
Certainly the upside to listening far outweighs the effort and, at times, inconvenience that 
can be associated with truly listening. These benefits should impress upon you the need 
to sharpen your listening skills. 
 
How To Be A Good Listener 
 
Listening, like anything we wish to be good at, requires commitment and practice. Here 
are some hints that will help you develop the listening skills you need: 
 

1. Don’t Interrupt – what you have to say is valid and important, but no more so 
than what the person speaking has to say. If you interrupt it shows that you were 



thinking about what you want to say, and not concentrating on what the other 
person is saying. Wait your turn to speak. In the meantime, listening to what the 
other person is saying. 

2. Try to Understand – make sure you are catching the true meaning of what the 
other person is saying. People hide meaning in the nuances of language either 
because they don’t feel they can come right out and say what they mean, or they 
are not skilled at communicating. Either way, your advantage comes from 
understanding what is being said, so strive to understand. Ask questions, 
rephrase and ask if your understanding is correct, or comment in such a manner 
that expresses your understanding (so that it can be contested if you 
misunderstood). 

3. Keep Your Eyes on the Prize – make sure you are looking at the person 
speaking. Not only is it warmer and displays interest and respect, it also allows 
you to catch nuances in facial expressions. Also, when you are looking at the 
person you are better focused and your comprehension improves. 

4. No Emotions Allowed – the person talking to you is most likely unprepared for an 
emotional response. Moreover, if their emotional connection to the topic is 
different from your own you are setting yourself up for a misunderstanding or 
disagreement. Leave your emotions out of it. 

 
Listening is a skill that helps us in all aspects of our lives. When someone speaks to you 
listen to the information being presented, confirm your understanding, and demonstrate 
your comprehension through action. Doing so will open up new opportunities.    
 


